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Abstract
It is agreed that good communication systems between organisations increase customer
satisfaction and relationship behaviour. However, less is known about the details of how
information is used to manage relationships. Theories that have been found have either been
tested on non-perishable goods or on small case studies. This paper presents a preliminary
evaluation of some aspects of Storer (2001) model of inter-organizational information
feedback systems (IOIS) and relationships. Specifically whether patterns of information
sharing between organisations can be explained by relationship and environmental
variables.
A case study was conducted of 32 dyadic pairs of organisations (64 respondents) involving
perishable products (green life plants). A Rasch analysis of the types of information
exchanged variables showed there was a consistent order of information sharing and that an
interval scale of information sharing could be calculated. All respondents had similar
information sharing patterns. Factor analysis of relationship variables resulted in three
reliable factors – ‘trust’, ‘responsiveness’, and ‘satisfaction and commitment’. Factor
analysis of environmental variables also resulted in three reliable factors – ‘relationship
predictability’, ‘uncertainty’, and ‘dependence and influence’. Two variables did not load
well onto these factors and were used separately in further analysis (‘difficulty in
replacement’ and ‘loyalty - remain with them despite alternatives’).
Regression analysis was conducted to determine if information sharing patterns could be
predicted by environmental and relationship variables and factors. However, it did not
explain a great deal of the variance in the information sharing patterns (adjusted R2 = 0.13)
and the only significant predictor factor was the perceived responsiveness of the other party.
It is concluded that future research needs to be undertaken to see if the results will hold for a
larger sample size. In addition, it may be that the other variables in the IOIFS also need to
be analysed and modelled with the relationship and environmental variables as originally
hypothesised by Storer (2001).
Keywords:
Buyer & seller relationships, Inter-organizational information systems, Theory testing, Rasch
analysis
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Introduction
There is support for the idea that suppliers’ efforts to assist communication increases
customer satisfaction and relationship behaviour (Anderson & Narus 1990, Keith et al. 1990,
Mohr & Nevin 1990, Leuthesser & Kohli 1995, Mohr & Sohi 1995, Mohr et al. 1996, Uzzi
1997). To date, much of this research has examined the efficiency of transactions and
primary processes (such as placing orders, scheduling production, filling orders and
organising logistics through enterprise resource planning (ERP), electronic data interchange
(EDI) and e-commerce (Bowersox &Closs 1996). For example Vlosky & Wilson (1996)
examined the impact of transactional inter-organizational information systems (bar coding)
on buyer-seller dyad relationships. Essentially this has been a focus on inter-organisational
data transmission systems. Improving high volume transactional processes has the potential
to create great efficiencies and cost savings. However, there is also a need to understand
higher-level inter-organisational information systems such as inter-organisational
management and strategic information systems. There has been less research in this area and
there appears to be a gap in this research about information systems in chains and networks
and about perishable product chains. This paper presents a preliminary evaluation of some
aspects of a theoretical framework developed for inter-organisational information feedback
systems to manage chains of organisations dealing with perishable products.

Background Literature
In addition, there appears to be a lack of detailed studies of perishable goods systems. It has
been argued that food chains have different product characteristics than do non-perishable
products, as there is greater uncertainty (Trienekens 1999). Galbraith (1973) and Ancona &
Caldwell (1992) suggest that task environment uncertainty increases the need for additional
information processing capacity and frequency of information exchanges and Bensaou (1999)
argued that it might affect the nature of the relationship. Perishable product chains therefore,
are likely to have different inter-organizational information systems than durable product
chains. While the Supply Chain Partnerships Program (2000) web site provides guidance
about general changes in information systems in chains over time in the food and other
industries, it has not been tested empirically. Spekman et al. (1998) have examined
perishable chains but did not looked in detail at information systems aspects. Mohr et al.
(1996) and Mohr & Sohi (1995) used a sample of computer dealers to test their models.
Bensaou (1992; 1997 & 1999) tested his model on a sample of automobile manufacturers.
In conclusion, there would seem to be a gap in the research on the role of information
systems to manage interorganisational relationships in chains and networks of organisations,
especially for those dealing with perishable goods. Therefore, the first phase of this research
was to explore this issue.
A grounded theory approach was taken using literature reviews, informal in-depth interviews
with experts internationally and a case study network of five organisations involved in
several chains (‘netchain’ Lazzarini et al. 2001). The result of the first reseach phase was a
proposed model of inter-organizational information feedback systems1 (IOIS) which Storer
(2001) describes in further detail (Figure 1).
1

A system can be defined as a group of related objects with a common purpose. A chain can
be defined as a sequence of at least three organisations (supplier, focal firm and customer)
working to satisfy customer needs at a profit. The inter-organizational information system
th
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In the model, it was suggested that expected future outcomes from the relationship were
related to the nature of the inter-organisational information feedback system adopted in the
chain which, in turn, was related to current perceived outcomes of the chain (as suggested by
Bowersox & Closs 1996, Stank et al. 1996, Vijayasarathy & Robey 1997, Benedict &
Margeridis 1999).
It was proposed that satisfaction with the IOIS would be dependent on the nature of the IOIS.
It was expected that as the IOIS system developed and sensitive information was more
frequently shared, more competitive opportunities would arise and there would be greater
satisfaction with the information shared. In addition, as information would be exchanged
more frequently to resolve management problems, greater satisfaction would result. The
assumption was that an organisation would have different IOIS with each customer or
supplier. If there were greater levels of commitment to developing long-term relationships,
there would be a greater investment in the IOIS. Investment in the IOIS being demonstrated
by a wider range of information shared more frequently.
Effect of Chain Moderating Factors:
-

Product & market characteristics (uncertainty/predictability)

-

Relationship dependency/power

-

Relationship & industry experience

Inter-Organisational
Information Feedback
System (IOIS):
Future
Outcomes:
Chain
Objectives
-

Attitudinal
Commitment
to Develop
Long-term
Customer/Sup
plier
Relationships

-

Type of Information

-

Frequency of
Exchange

-

Adequacy of
Frequency

-

Current
Outcomes:
-

Satisfaction with
Perceived
Performance

Direction of Flow

-

Perceived
Responsiveness

Communication
Media Richness

-

Strength of
Relationship
Trust

-

Formality

-

Information System
Satisfaction

Figure 1 Model of Inter-Organisational Information Feedback Systems in a Chain Context
Source: Adapted from (Storer 2001)
(IOIS) has been defined as the information exchanged by organizations in a chain to manage
the chain and build the competitive advantage of the chain.
th
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Further, the model argued the results would be moderated by factors such as product and
market uncertainty, relationship dependency and power, experience in the relationship and in
the industry, as well as personal characteristics (as suggested by Ancona & Caldwell 1992,
Spekman et al. 1998, Bensaou 1999).
To operationalise the model, the inter-organisational information feedback system was
examined by asking participants about the types of information exchanged to manage the
relationship (Mohr & Nevin 1990) (Appendix 1). Specifically, participants were asked
whether they exchanged information for: performance feedback; problem resolution; new
product development; forecast supply and demand; and opportunities and threats (Anderson
et al. 1987, Womack et al. 1990, Cunningham & Tynan 1993, Bowersox & Closs 1996,
Christopher 1997, Andraski 1998, Hines et al. 1998, Van Hoek 1998). Based on the netchain
case study, performance feedback was expanded to cover product quality, on-time delivery,
completeness of orders, flexibility to change orders and invoicing accuracy.
For each type of information shared, details were sought of: the frequency it was shared on
average in a year (absolute frequency); frequency adequacy ie was information exchanged as
often as necessary (relative frequency); direction it flowed through the chain; communication
media used; and formality of the process (Farace et al. 1977, Daft & Lengel 1986, Anderson
et al. 1987, Dansereau & Markham 1987, Huber & Daft 1987, Mohr & Nevin 1990, Bensaou
& Venkatraman 1995, Choo 1996, Daft & Lengel 1996, Borgen & Ohren 1999, Ellinger et al.
1999). An assessment of the information system was made in terms of perceived overall
information system satisfaction and usefulness (Bensaou & Venkatraman 1995).
Expected future outcomes from the relationship were measured as attitudinal commitment to
develop long-term customer-supplier relationships (Ganesan 1994, Gundlach et al. 1995,
Sharma et al. 2001).
Current outcomes from the relationship were measured by comparing perceptions of the
buyer/seller’s performance, responsiveness and willingness to change, and trustworthiness to
others in the industry (Anderson et al. 1987, Womack et al. 1990, Kumar et al. 1992,
Gassenheimer & Scandura 1993, Kohli et al. 1993, Anderson et al. 1994, Ganesan 1994,
Bensaou & Venkatraman 1995, Gundlach et al. 1995, Doney & Cannon 1997).
Moderating variables included uncertainty, dependency/power and experience. Uncertainty
was measured as: predictability of demand; production yield; quality and quantity of supply;
market competition; and changing consumer preferences (Kumar et al. 1992, Ganesan 1994).
Relationship dependency and power were measured as: availability of alternative customers
and suppliers; importance to each other; influence; and ease of replacement (Kumar et al.
1992, Ganesan 1994). Experience was measured in terms of the number of years working in
the industry and with the organisation (Ganesan 1994, Doney & Cannon 1997).
To explore the dynamics the interaction over time, the information satisfaction and
relationship variables were measured in terms of the current situation and how it had changed
over the last five years. Comments were recorded about respondent’s perceptions about the
reasons for change.

Present Study
The framework and propositions developed in the first phase of the research were based on a
case study of five organisations in a netchain, therefore it would seem that further empirical
testing and model refinement is needed on chain information systems and on perishable
goods systems. The aim of the second phase of the research was to evaluate, test and refine
th
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the theoretical framework based on a survey of food processors and a further perishable
product chain case study. Reported in this paper are the results of a case study of nursery
retailers (buyers) and eleven of their wholesale nursery ‘green-life’ suppliers (sellers).
The aim was to determine if some the propositions stood up to empirical testing in another
perishable goods context (perishable green life - plants). As part of a preliminary evaluation,
the applicability of the following three propositions for the information sharing part of the
IOIS will be evaluated in the research reported in this paper.
• Investment in information systems is positively related to satisfaction with performance,
trust and commitment to developing long-term relationships.
• Commitments to develop long-term relationships and invest in information feedback
systems are higher with organisations in an environment where there is a perceived mutual
dependency and equal power.
• Commitment to develop long-term relationships and invest in information feedback
systems occurs in markets where there is uncertainty in production yield, product quality,
supply and end consumer demand quantity or preferences.
Based on these propositions it was specifically hypothesised that:
• A wider range of different types of information (higher rasch score) will be shared where
there is information system satisfaction as well as positive perceived performance, trust
and commitment.
• A wider range of different types of information types (higher rasch score) will be shared in
environments of greater uncertainty.
• A wider range of different types of information (higher rasch score) will be shared where
there is mutual dependency and equal power.

Sample Selection
The nursery retailer was selected as the focal firm based on their interest in developing longterm relationships with wholesale nursery green-life suppliers and their willingness to
participate in the research. From the nursery retailer’s list of preferred green-life suppliers,
the head office green-life category manager selected eleven suppliers who were considered to
be important in terms of strategic positioning, volume and value and to which the retailer was
committed to developing long-term relationships. Head office and eight retail stores had
dealings with the suppliers. The head office green-life category manager selected three retail
stores to participate in the research, along with head office. With a decentralised store level
procurement system, the information of each store (buyer) with each wholesale nursery
(supplier) was a separate unit of analysis. The case study resulted in 32 matched pairs (64
respondents) of dyadic relationships (Figure 2).

Retail Store 1

Retail Store 2

Retail Store 3

Head Office

Suppliers
Nursery
1

th

Nursery
2

Nursery
3

Nursery
4

Nursery
5

Nursery
6

Nursery
7

Nursery
8
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Figure 2: Case Study Participants

Data Collection
A structured questionnaire (Appendix 1) was developed based on the framework developed
in the food processor netchain case study (Storer 2001). The description of the IOIFS was
based around whether different types of information were exchanged ie about performance
feedback, problem resolution, new product developments, forecast supply and demand, and
opportunities and threats. Based on interview transcripts performance feedback was
expanded to specifically cover product quality, on time delivery, completeness of orders,
flexibility to change orders and invoice accuracy. If information was exchanged, respondents
were then asked about the frequency of exchange, communication medium used and
formality of the process as well as the direction of these exchanges. Respondents were also
asked about the nature of their relationship commitment, trust, performance satisfaction,
responsiveness, experience, dependency and environmental uncertainty.
The questionnaire was structured so respondents were initially asked ‘easy to answer
questions’ about their experience in the relationship and about the industry. They were then
asked to provide details about the inter-organisational information system followed by
perceptions about the relationship and the environment. Most questions were either
‘yes’/’no’ dichotomous scales or seven-point disagree-agree scales with a “don’t know”
option. Open-ended questions were also asked to understand problems, as well as provide
explanations as to why there had been changes in the last five years.
Data was collected through personal in-depth interviews with retail store green-life category
managers and wholesale nursery owners/managers during June to October 2001. The head
office green-life category manager advised participants of support for the research and made
introductions. Appointments were made at a mutually convenient time and interviews lasted
for from one to two hours Data were recorded during the interview, as well as on audiotape.

Limitations
The main limitation in the study was the small sample size (14 organisations) and a
restriction to one industry (green life wholesale nurseries and retailers). In addition, only one
key informant in each organisation was interviewed rather than multiple informants as
recommended by Kumar et al. (1993) and Anderson et al. (1994). Key informants can create
problems, such as informant bias, random error, hindsight bias, attributional bias and
subconscious attempts to maintain self-esteem or impression management (Kumar et al.
1993). Multiple informants were originally to be used, but assurances by the nursery retailer
category manager that most dealings were through store category managers and wholesale
nursery owners/manager lead to interviewing only these people. Research on multiple
informants in the previous case study found managers were better able to report on
organisational interactions with customers and suppliers than operational level staff, perhaps
due to the scope of their job (Storer 2001).
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Data Coding & Analysis
The audio tapes were used to check recording sheets and enable coding, as well as enable a
qualitative analysis of open-ended questions. The survey data were initially analysed using
univariate statistics, such as frequencies, histograms, modes, means and standard deviations
(depending in the nature of the scales used), to check the accuracy of data entry and to get a
feel for the data.
Based on the first phase qualitative case study research Storer (2001) it was proposed that the
nature of the relationship and environment would be related to the type of information
exchanged between organisations. Before this could be tested, the pattern of information
exchanged had to be examined in closer detail. Was there a dimensionality of information
exchange where certain types of information were exchanged more frequently than other
types? In addition, was the pattern of information exchange the same for all segments of the
population eg suppliers and customers? To answer these questions it was important to derive
an information sharing order using a measurement model that could evaluate both the
goodness of fit of items (frequency of different types of information exchanged) and of
people.
In the present study the measurement model used was post hoc. That is, a predetermined
order of information sharing was not developed before examining the data. This was done
because there was no established information sharing taxonomy. As suggested by Soutar &
Cornish-Ward (1997) a Rasch Analysis was preferred over the conditional probability
approach and the Guttman Scalogram Analysis. The Rasch Analysis is not dependent on the
number of items considered and allows for probabilities other than zero or one (Rasch 1960,
Andrich 1988). The Rasch model is one of a family of logit models that has been primarily
used in educational research to examine the difficulty of test items, especially in the binary
correct/incorrect case (Soutar & Cornish-Ward 1997). Such a situation is analogous to that
of organisations who exchange or do not exchange different types of information.
‘Difficulty’, here, represents the order of the different types of information exchanged.
Based on Wright (1977) and following Soutar et al. (1990), the appropriate logit model can
be shown as:
{P.sub.vi} = exp ({B.sub.v} – {D.sub.i})/{1 +exp ({B.sub.v} – {D.sub.i})} (1)
where:
{P.sub.vi} = probability of a person v exchanging information type i;
{B.sub.v} = location of person v on the Rasch scale;
{D.sub.i} = location of information type on the Rasch scale.
In the present case, the Rasch model’s {B.sub.v} parameter provides a measure of a person’s
level of participation in information sharing, while {D.sub.i} relates to ‘difficulty’ of sharing
different types of information and so is a measure of the extent that information is shared.
The Rasch model enables item and person fit to the model to be computed (Wright 1977).
Consequently, the dimensionality of information sharing order can be answered through the
degree of observed item fit to the model’s order. The model also allows an examination of
each respondent’s pattern of information sharing compared with that expected by the model,
enabling an investigation of the presence of sub-groups whose patterns do not fit a general
model.
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Attitudes about the relationship (trust, commitment & satisfaction) and other environmental
moderating variables (uncertainty, dependency & experience) were also measured. A further
analysis was undertaken to find out whether these variables were positively or negatively
related to the propensity to share information as proposed by Storer (2001). Since the scale
values obtained from Rasch modelling can be considered interval scaled Soutar & CornishWard (1997), regression analysis was used to examine the proposed relationships. The
results of these analyses are outlined in the following section.

The Results Obtained
As was noted in the previous section, people were asked whether they exchanged ten types of
management information and how often. The percentage of respondents sharing each
information type is shown in Table 1. Information was shared by almost all the respondents
to resolve problems (95%). It was also common to share information about product quality
(91%), completeness of orders (88%), flexibility to accept order changes (78%) and invoicing
accuracy. However, fewer firms (31%) shared information about profitability, costs of
production and prices.

Item – Information Type

%
Sharing
Info
Type

Scale Value

Problem resolution

95%

-2.42

3.45

0.18

Product quality

91%

1.59

2.78

0.25

Complete ordering

88%

1.12

0.78

0.68

On time delivery

80%

0.26

2.26

0.32

Flexibility to accept order changes

78%

0.11

1.62

0.44

Accurate invoicing

75%

-0.07

0.80

0.67

Response time

59%

-1.08

3.00

0.23

Opportunities & threats

59%

-0.82

4.81

0.09

Forecast demand & supply

61%

-0.85

2.89

0.24

Profitability, costs & prices

31%

-2.42

3.45

0.18

Overall fit

Good

Chi-square statistic

0.268

Cronbach’s alpha

Chi-square
Statistic

Probability

0.68

Individual person fit residuals mean

-0.16

Individual person fit residuals range

-1.1
to 1.7

Table 1: Rasch scale values and fit statistics for all ten types of management information
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As was also noted in the previous section, the frequency with which different types of
information were shared was analysed using the Rasch model (Andrich 1988) to find whether
a unidimensional information sharing order existed. Table 1 also provides the Rasch scale
values for the various information types, with respective individual tests of fit for each item.
All of the information types fitted the model well, with a ‘good’ overall fit between the
model and the set of all information types. The chi-square statistic was not significant at the
0.01 level (Chi-square 23. p = 0.289) and Cronbach’s alpha (0.68) was greater than the
suggested 0.60 minimum.
Individual respondent fits were also examined using chi-square analysis to compare
individual information sharing profiles with the model’s predictions (Andrich 1988). All of
those surveyed (64 respondents) had an information sharing profiles expected by the model,
with overall and individual person fit residuals less than 2.0 (a mean –0.16 and a range from
-1.1 to 1.7). This suggests a consistent order of information sharing of the ten information
types used in the analysis and implies there is no point in trying to find groups with different
information sharing patterns as there was uniformity in the information types analysed.
To determine the relationship between information sharing and other relationship and
environmental variables a regression analysis was to be conducted. Before estimating the
regression of the relationship between information sharing patterns and other variables, it was
necessary to scale some of the independent variables, as some were inter-related. A factor
analysis of respondents’ attitudes about the relationship and the environmental moderating
variables was undertaken. The number of factors retained was determined using the ‘eigenvalues greater than one’ rule and by examining the scree diagram. This resulted in retaining
five factors that explained 75% of the variance in the data. The factor loading matrix after a
varimax rotation is shown in Table 2.
Variables
“Satisfaction & Commitment”
Commitment to long term relationship
Change in commitment in last 5 years
Satisfaction with information system
Change in satisfaction with
information system in last 5 years
Performance change in last 5 years
Crucial to future performance
Usefulness of information in the last 5
years
“Predictability”
Predictable demand
Predictable volume of supply
Predictable quality of supply
“Trust”
Trustworthiness compared to others in
the industry
th

Factor 1

Factor 2

Factor 3

Factor 4

Factor 5

.85
.81
.72
.79
.77
.73
.70

.40

.92
.89
.76

.52
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Change in trustworthiness in the last 5
years
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Factor 1

Factor 2

Factor 3

“Dependence & Influence”
Our importance to them
Their influence over us
Difficulty in replacing them

Factor 4

Factor 5

.84
.74
.59

“Responsiveness”
Responsiveness compared to others in
the industry
Change in responsiveness in the last 5
years

.90
.89

“Uncertainty”
Changeable consumer preferences
Highly competitive market
Remain with them despite alternatives
Based on a 7 point scale with larger numbers signifying greater agreement

.84
.77
.49

Table 2 Factor Loadings – Relationship and Environmental Variables
Scores were computed for each factor by averaging the responses to those variables that
loaded together. The means and reliabilities of the scales (shown in Tables 3 & 4) were
examined and only those with acceptable reliabilities were retained (alpha greater than 0.6).
Variables were removed from a factor where their removal increased the alpha coefficient but
these excluded variables were included separately as individual variables in the subsequent
regression analysis (Table 4).
Factor/Variable

Satisfaction & Commitment Factor
Trust Factor
Responsiveness Factor

Mean Score
6.2
5.6
5.4

Alpha
Reliability
0.87
0.75
0.93

Table 3 Relationship Variables – Means Scores & Reliabilities
Three relationship factors were found. While the satisfaction and commitment variables
loaded together, the trust variables loaded onto three of the factors with relatively low factor
loadings but had greater alpha reliability when separated. Responsiveness was a separate
factor from the other performance satisfaction variables. While it was expected that
responsiveness would be a key performance variable for measuring satisfaction with
information systems, it was not expected to be a separate factor.

th
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Factor/Variable

Mean Score

Dependence & Influence Factor
Difficulty in replacing them
Uncertainty Factor
Predictability Factor
Remain with them despite alternatives

6.2
6.2
5.8
5.5
5.3

Alpha
Reliability
0.75
Not Applicable
0.64
0.82
Not Applicable

Table 4 Environment Variables – Means Scores & Reliabilities
Three environmental factors were also found, although this was not expected from past
research. The predictability factor was based on demand, as well as supply, volumes and
qualities. The uncertainty factor was based on changing consumer preferences and market
competition but did not include the predictability variables as expected. The dependence and
influence factor did not include the difficulty in replacement and loyalty (remain with them
despite alternatives) variables as had been expected.
A regression analysis was undertaken to determine if the information sharing patterns could
be explained by the relationship and environmental variables and factors (Table 5).
However, the analysis did not explain a great deal of the variance in the information sharing
patterns (adjusted R2 = 0.13) and the only significant predictor variable was the perceived
responsiveness of the other party.

Independent Variable

B

Beta

T value

Responsiveness Factor

0.44

0.38

3.06 a

Constant

-0.67

Adjusted R2

0.13

-0.84 c

a – significant with 99% confidence; c – not significant
Table 5 Multiple Regression of Environment and Relationship Variables or Factors
It would seem that information sharing is explained by factors other than those collected in
the present study or that the small sample size did not allow for a conclusive result. There
was some anecdotal evidence that information sharing was related to the relationship and
environmental variables. Comments included that more information was being shared as the
relationship developed and the customer or supplier was perceived to be more responsive.
Others that satisfaction was improved with more communication and the customer or supplier
being helpful and work cooperatively (responsive). Several mentioned that trust developed
with sharing more information including sensitive information about costs.

th
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Conclusions
Most buyers and sellers share different information types, particularly where the sharing
could bring mutual benefit to both parties. For instance, discussions about problems and
problem resolution as well as quality concerns and ordering information were important to
both buyers and sellers alike. Consequently, they were generally shared. However, profit,
costs and prices, which were perhaps considered more sensitive information, were not as
openly discussed.
The Rasch analysis of the different information types showed that there was a consistent
order of information sharing and that an interval scale of information sharing could be
calculated. All respondents had similar information sharing patterns.
The study also found that the respondents considered satisfaction and commitment,
dependence and influence, and the difficulty of replacing suppliers important. Regression
results showed that perceived responsiveness of the other party was the only relationship and
environmental variable related to information sharing patterns. However perceived
responsiveness only explained a small portion of the variation in information sharing
patterns. Caution is needed before accepting the null hypothesis that information sharing
patterns are not related to relationship and environmental variables as this research was based
on a relatively small sample size of 32 pairs of dyadic relationships (64 respondents). Some
anecdotal evidence from comments provided suggested that information sharing was
associated with relationships and the environment. Future research needs to be undertaken to
see if the results will hold for a larger sample size. In addition, it may be that the other
variables in the IOIFS also need to be analysed and modelled with the relationship and
environmental variables as originally hypothesised by Storer (2001). This will be the subject
of future research analysis in the next phase of the research.

References
Ancona, D. G. and Caldwell, D. F. (1992) "Bridging the Boundary: External Activity and
Performance in Organizational Teams," Administrative Science Quarterly, Vol. 37, Iss. 4, pp.
634-665.
Anderson, E., Lodish, L. and Weitz, B. (1987) "Resource Allocation Behavior in Conventional
Channels," Journal of Marketing Research, Vol. 24, Iss. 1 February, pp. 85-97.
Anderson, J. C., Håkansson, H. and Johanson, J. (1994) "Dyadic Business Relationships within a
Business Network Context," Journal of Marketing, Vol. 58, Iss. 4, pp. 1-15.
Anderson, J. C. and Narus, J. (1990) "A Model of Distributor Firm and Manufacturer Firm Working
Partnerships," Journal of Marketing, Vol. 54, Iss. January, pp. 42-58.
Andraski, J. C. (1998) "Leadership and the Realization of Supply Chain Collaboration," Journal of
Business Logistics, Vol. 19, Iss. 2, pp. 9-11.
Andrich, D. (1988) Rasch Models for Measurement, Sage Publications, Newbury Park, USA.
Benedict, C. and Margeridis, H. (1999) "Chain Reaction," Charter, Vol. March, pp. 46-49.
Bensaou, M. (1992) Interoganizational Coordination: Structure, Process, Information Technology:
An Empirical Study of Buyer-Seller Relationships in the US and Japanese Auto Industries,
Massachusetts Institute of Technology, Cambridge, MA, USA.
Bensaou, M. (1997) "Interorganizational Cooperation: The Role of Information Technology. An
Empirical Comparison of U.S. and Japanese Supplier Relations," Information Systems
Research, Vol. 8, Iss. 2, pp. 107-124.
Bensaou, M. (1999) "Portfolios of Buyer-Supplier Relationships," Sloan Management Review, Vol.
40, Iss. 4 Summer, pp. 35-.

th

7 Pacific Asia Conference on Information Systems, 10-13 July 2003, Adelaide SA

Page 1495

Storer, C. & Quaddus, M.

IOIS and Relationships

Bensaou, M. and Venkatraman, N. (1995) "Configurations of Inter-Organizational Relationships: A
Comparion Between U.S. and Japanese Auto-makers," Management Science, Vol. 41, Iss. 9
September, pp. 1471-1492.
Bensaou, M. and Venkatraman, N. (1996) "Inter-Organizational Relationships and Information
Technology: A Conceptual Synthesis and a Research Framework," European Journal of
Information Systems, Iss. Special issue on Information Technology and Interorganizational
Networks September, pp. 84-91.
Borgen, K. and Ohren, O. (1999) "The Logistics of Information in Collaborative Organisations", In
11th NOFOMA - Annual International Conference on Nordic Logistics Research, Lund,
Sweden, 15-16 June 199, Available: www.himolde.no/~borgen/.
Bowersox, D. J. and Closs, D. J. (1996) Logistical Management: The Integrated Supply Chain
Process, McGraw-Hill, New York, NY, USA.
Choo, C. W. (1996) "Towards an Information Model of Organizations," In Managing Information for
the Competitive Edge, Eds. Auster, E. and Choo, C. W., Neal-Schuman Publishers, New
York, USA, pp. 7-40.
Christopher, M. (1997) Marketing Logistics, Butterworth-Heinemann, Oxford, UK.
Cunningham, C. and Tynan, C. (1993) "Electronic Trading, Inter-Organizational Systems and the
Nature of Buyer-Seller Relationships: The Need for a Network Perspective," International
Journal of Information Management, Vol. 13, Iss. 1, pp. 3-28.
Daft, R. L. and Lengel, R. H. (1986) "Organizational Information Requirements, Media Richness and
Structural Desgin," Management Science, Vol. 32, Iss. May, pp. 554-571.
Daft, R. L. and Lengel, R. H. (1996) "Information Richness: A New Approach to Managerial
Behavior and Organizational Design," In Managing Information for the Competitive Edge,
Eds. Auster, E. and Choo, C. W., Neal-Schuman Publishers Inc., New York, USA, pp. 171215.
Dansereau, F. and Markham, S. E. (1987) "Superior-Subordinate Communication: Multiple Levels of
Analysis," In Handbook of Organizational Communication: An Interdisciplinary Perspective,
Eds. Jablin, F. M., Putnam, L. L., Roberts, K. H. and Porter, L. W., Sage Publications Inc,
Newbury Park, CA, USA, pp. 343-388.
Doney, P. M. and Cannon, J. P. (1997) "An Examination of the Nature of Trust in Buyer-Seller
Relationships," Journal of Marketing, Vol. 61, Iss. 2 April, pp. 35-51.
Ellinger, A. E., Daugherty, P. J. and Plair, Q. J. (1999) "Customer Satisfaction and Loyalty in Supply
Chain: the Role of Communication," Transportation Research Part E-Logistics &
Transportation Review, Vol. 35, Iss. 2, pp. 121-134.
Farace, R., Monge, P. and Russell, H. (1977) Communicating and Organizing, Addison-Wesley
Publishing Company, Reading, MA, USA.
Galbraith, J. R. (1973) Designing Complex Organisations, Addison-Wesley Pub. Co., Reading,
Mass., USA.
Ganesan, S. (1994) "Determinants of Long-Term Orientation in Buyer-Seller Relationships," Journal
of Marketing, Vol. 58, Iss. 2 April, pp. 1-19.
Gassenheimer, J. B. and Scandura, T. A. (1993) "External and Internal Supplier Influences: Buyer
Perceptions of Channel Outcomes," Journal of the Academy of Marketing Science, Vol. 21,
Iss. Spring, pp. 155-160.
Gundlach, G. T., Achrol, R. S. and Mentzer, J. T. (1995) "The Structure of Commitment in
Exchange," Journal of Marketing, Vol. 59, Iss. 1 January, pp. 78-92.
Hines, P., Rich, N. and Hittmeyer, M. (1998) "Competing Against Ignorance: Advantage Through
Knowledge," International Journal of Physical Distribution & Logistics Management, Vol.
28, Iss. 1, pp. 18-43.
Huber, G. and Daft, R. (1987) "The Information Environment in Organizations," In Handbook of
Organizational Communication: An Interdisciplinary Perspective, Eds. Jablin, F. M.,
Putnam, L. L., Roberts, K. H. and Porter, L. W., Sage Publications Inc., Newbury Part, CA,
USA, pp. 130-164.
Keith, J., Jackson, D. J. and Crosby, L. (1990) "Effects of Alternative Types of Influence Strategies
Under Different Channel Dependence Structures," Journal of Marketing, Vol. 54, Iss. 3 July,
pp. 30-41.
th

7 Pacific Asia Conference on Information Systems, 10-13 July 2003, Adelaide SA

Page 1496

Storer, C. & Quaddus, M.

IOIS and Relationships

Kohli, A. K., Jaworski, B. J. and Kumar, A. (1993) "MARKOR: A measure of market orientation,"
Journal of Marketing Research, Vol. 30, Iss. 4, pp. 467-477.
Kumar, N., Stern, L. W. and Achrol, R. S. (1992) "Assessing Reseller Performance from the
Perspective of the Supplier," Journal of Marketing Research, Vol. 29, Iss. 2, pp. 238-253.
Kumar, N., Stern, L. W. and Anderson, J. C. (1993) "Conducting Interorganizational Research Using
Key Informants," Academy of Management Journal, Vol. 36, Iss. 6, pp. 1633-1651.
Lazzarini, S. G., Chaddad, F. R. and Cook, M., L. (2001) "Integrating Supply Chain and Network
Analyses: The Study of Netchains," Chain and Network Science, Vol. 1, Iss. 1, pp. 7-22.
Leuthesser, L. and Kohli, A. K. (1995) "Rational Behavior in Business Markets: Implications for
Relationship Management," Journal of Business Research, Vol. 34, Iss. 3, pp. 221-233.
Mohr, J. and Nevin, J. R. (1990) "Communication Strategies in Marketing Channels: A Theoretical
Perspective," Journal of Marketing, Vol. 54, Iss. 4 October, pp. 36-51.
Mohr, J. J., Fisher, R. J. and Nevin, J. R. (1996) "Collaborative Communication in Interfirm
Relationships: Moderating Effects of Integration and Control," Journal of Marketing, Vol. 60,
Iss. 3 July, pp. 103-115.
Mohr, J. J. and Sohi, R. S. (1995) "Communication Flows in Distribution Channels: Impact on
Assessments of Communication Quality and Satisfaction," Journal of Retailing, Vol. 71, Iss.
4, pp. 393-416.
Rasch, G. (1960) Probabilistic Models for some Intelligence and Attainment Tests, Dannmarks
Paedagogiske Institut, Copenhagen, Denmark.
Sharma, N., Young, L. and Wilkinson, I. (2001) "The Structure of Relationship Commitment in
Interfirm Relationships", In The 17th Annual IMP Conference: Interactions, Relationships
and Networks - Strategic Directions, Eds. Hakansson, H., Solberg, C. A., Huemer, L. and
Steigum, L., Holmenkollen Park Hotel Rica, Oslo, Norway.
Soutar, G. N., Bell, R. C. and Wallis, Y. M. (1990) "Consumer Acquisition Patterns for Durable
Goods: A Rasch Analysis," European Journal of Marketing, Vol. 24, Iss. 8, pp. 31-39.
Soutar, G. N. and Cornish-Ward, S. P. (1997) "Ownership patterns for durable goods and financial
assets: A Rasch Analysis," Applied Economics, Vol. 29, Iss. 7 July, pp. 903-911.
Spekman, R. E., Kamauff, J. W. J. and Myhr, N. (1998) "An Empirical Investigation Into Supply
Chain Management: A Perspective on Partnerships," International Journal of Physical
Distribution & Logistics Management, Vol. 28, Iss. 8.
Stank, T. P., Emmelhainz, M. A. and Daugherty, P. J. (1996) "The Impact of Information on Supplier
Performance," Journal of Marketing Theory & Practice, Vol. 4, Iss. 4 Fall, pp. 94-105.
Storer, C. E. (2001) "Inter-Organizational Information Feedback Systems in Agribusiness Chains: A
Chain Case Study Theoretical Framework", In 2001 International Agribusiness Management
Association World Food & Agribusiness Symposium, Sydney Hilton, NSW, 25-28 June 2001,
Available: http://www.ifama.org/conferences/2001Conference/papers.htm.
Supply Chain Partnerships Program (2000) Improving Your Supply Chain Partnership Shelf-Help
Manual 7: Features of Supply Chains, Vol. 2000, www.business.gov.au/supplychain,
Department of Industry, Science and Resources.
Trienekens, J. (1999) Management of Processes in Chains: A Research Framework, CIP-Data
Koninklijke Bibliotheek, Den Haag, The Netherlands.
Uzzi, B. (1997) "Social Structure and Competition in Interfirm Networks: the Paradox of
Embeddedness," Administrative Science Quarterly, Vol. 42, pp. 35-67.
Van Hoek, R. I. (1998) "Logistics and Virtual Integration Postponement, Outsourcing and the Flow of
Information," International Journal of Physical Distribution & Logistics Management, Vol.
28, Iss. 7.
Vijayasarathy, L. R. and Robey, D. (1997) "The Effect of EDI on Market Channel Relationships in
Retailing," Information and Management, Vol. 33, Iss. 2 Dec 5, pp. 73-86.
Womack, J. P., Jones, D. T. and Roos, D. (1990) The Machine That Changed the World: Based on the
Massachusetts Institute of Technology 5-million Dollar 5-Year Study of the Future of the
Automobile, Rawson Associates, New York.
Wright, B. D. (1977) "Solving Measurement Problems with the Rasch Model," Journal of
Educational Measurement, Vol. 14, pp. 97-116.

th

7 Pacific Asia Conference on Information Systems, 10-13 July 2003, Adelaide SA

Page 1497

Storer, C. & Quaddus, M.

IOIS and Relationships

Appendix 1 – Questionaire
How long have you been working with this organisation?
How long have you been working in the Industry?
How long has your organisation been doing business with these customers/suppliers?
Inter-organisational Information Feedback System
Do you exchange information with customer/supplier 1/2 about:
Problem resolution
Invoice accuracy
Product quality
Profitability, costs & prices
On time delivery
Forecast demand & supply
Completeness of orders
New product development
Flexibility to accept order changes
Opportunities & threats
If yes ask the following for each type of information
i.
Who do you exchange this information with? (record position title)
ii.
How do you exchange the information?
(phone, fax, email, face to face meetings, letter, report, invoice/credit note, telex, EDI)
iii.
In what direction does the information flow? (upstream, downstream, both directions)
iv.
Do you discuss this information with other customers/suppliers or internally?
v.
vi.
vii.
viii.

What is the formality of the information systems used? (ad hoc and/or formal)
Do you perceive there are any problems with the current system? (Probe suggestions)
How often is information exchanged?
(times a day, daily, times a week, weekly, times a month, monthly, yearly, occasionally)
Could indicate if you consider you exchange this information as often as necessary?

Never

Most of the time

1

2

3

4

Whenever necessary

5

6

7

Don’t Know

9

Do you perceive that you exchange more or less useful information with these customers/suppliers
now than 5(k) years ago
Much less
useful information

1

2

No change

3

4

Much more useful
information

5

6

7

If some change ask Why?
How responsive do your feel these customers/suppliers are to your requirements and how willing are
they to change relative to others in the industry?
Not at all responsive &
willing to change

1

2

Somewhat
Responsive

3

4

Highly responsive
& willing to change

5

6

7

How responsive do your feel these customers/suppliers are to your requirements and how willing are
they to change relative to others in the industry now compared with 5(k) years ago?
Much less responsive
& willing to change

1

2

No change

3

4

Much more responsive
& willing to change

5

6

7

If some change ask Why?
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To what extent are you satisfied with the information systems with these customers/suppliers?
Extremely
Dissatisfied

1

Neither Dissatisfied
Nor Satisfied

2

3

4

Extremely
Satisfied

5

6

7

Probe for details if not already discussed
To what extent are you satisfied with the information systems with these customers/suppliers
compared with 5(k) years ago?
Extremely
Dissatisfied

1

Neither Dissatisfied
Nor Satisfied

2

3

4

Extremely
Satisfied

5

6

7

How committed do you think your organisation is to developing long-term relationships with these
customers/suppliers?
Somewhat committed
Highly committed
Not at all committed
long-term
long-term
long-term
1
2
3
4
5
6
7
How committed do you think your organisation is to developing long-term relationships with these
customers/suppliers now compared to 5 (k) years ago?
Somewhat committed
Highly committed
Not at all committed
long-term
long-term
long-term
1
2
3
4
5
6
7
If some change ask Why?
How would you rate the performance of these customers/suppliers compared to others in the
industry?
Worst Performance

Mediocre

Best Performance

in Industry

1

In Industry

2

3

4

5

6

7

Do you perceive these customer’s/supplier’s performance is better or worse now than 5(k) years ago?
Much Worse

1

No change

2

3

4

Much Better

5

6

7

If some change ask Why?
Do you find these customers/suppliers more or less trustworthy than others in the same industry?
Less Trustworthy

1

Average

2

3

4

More Trustworthy

5

6

7

Do you perceive these customer’s/ supplier’s trustworthiness is better or worse now than 5(k) years
ago?
Much Worse

1

Same

2

3

4

Much Better

5

6

7

If some change ask Why?
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Environment
Could you please indicate if you agree or disagree with each of the following statements
Strongly

Neither Agree

Strongly

Disagree

nor Disagree

Agree

1

2

3

4

5

6

7

Dependence & Influence:
These customers/suppliers are crucial to future performance
We are important to these customers/suppliers
These customers/suppliers exerts a strong influence over us
It would be difficult for us to replace these customers/suppliers
Predictability:
Demand is predictable for….product category
Volume of supply by these customers/your organisation is predictable
Quality of supply by these customers/your organisation is predictable
Production yields from our product /these supplier’s are highly variable
Uncertainty:
The level of competitive activity in these customer’s/supplier’s markets are high
Consumer’s preferences in these customer’s/supplier’s markets are changing
Other alternative customers/suppliers are available to us, however we choose to remain with these
customers/suppliers
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